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Sales gaat over VERTROUWEN

DE CIRKEL VAN VERTROUWEN
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Verkoop is eenvoudig

TE VROEG PERFECT OP TIJD

© 2023 Michael Humblet | All rights reserved michael@chaomatic.com
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- Sales is like swimming in the lake of rejection




De Toekomst van Verkoop

1. De waarde voor uw prospecten is

veranderd

N

Personlijke brands worden belangrijk
3. Nieuwe sales methodologieén zijn hybride
4. Gelaagde sales technieken

5. Persoonlijke sales tools
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Twee sleutelwoorden voor groei

© 2023 Michael Humblet | All rights reserved

MICHAEL
HUMBLET

NOBODY"%

KNOWSwt
You

VERTROUWEN: : WHY NOW

Schaal
productie

Maar hoe controleer je dit?

www.michaelhumblet.com
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Dit zorgt voor 2 belangrijke vragen:

1. Waarom zouden prospecten naar u luisteren?

Waarom zouden ze u vertrouwen?

MICHAEL : 5 — ™
HUMBLET : :

NOBODYSS

KNOWSw | vERTROUWEN EWHYNOW

You |

ki pan

2. Wat is echte waarde voor een prospect?

Hoe kunnen we dit gebruiken voor verkoop?

Schaal
productie
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MICHAEL
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The Value Journey opnieuw bekeken ﬂﬂg%ﬂg E

YOU

Zo bouw je VERTROUWEN op
A

HOWTO FXYOUR BGGEST GALLENGE
i

PRODUCT

\/ DOE HET VOOR M),
VERTEL ME, laat LEER ME, ontzorg me
me dromen, zodat ik het zelf
laat me mijn kan doen, geef me ‘
potentieel zien tools en voorbeelden

Verkoop van je
product of dienst

Let me feel/experience it so | never forget

© 2023 Michael Humblet | All rights reserved www.michaelhumblet.com
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vr.O o
ijheid: Laat ze kieze
n

yergeet controle richt het geweer



Next steps: De kracht van keuze

Next steps

next steps

Thetop 3
blockchain

use cases [
forfood supply &%
chain =l

Matthew Van Niekerk
Founder & CEO SettleMint

matthew@settlemint.com

N A LATNAE I B EE TR N AN www.pdlidarncernr.pe

starting with canvas

evidence-based hr
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Koude Acquisitie




Koude acquisitie strategieén
Traditionele Koude Acquisitie

1. Cold calling 3. Receptie, netwerking, dinners & events
X De Ultieme shortcut

l 2. Cold emailing J 4.Vergeten

The ultimate hoop strategy

Sequentieel proces op basis van herhaling en eenvoudige communicatie

© 2023 Michael Humblet | All rights reserved michael@chaomatic.com
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Koude Acquisitie strategieén

Succesvolle waardegedreven koude acquisitie

l 1. LinkedIn Connecteren
Schaal uw publiek

l 2.Waarde gebaseerde content

Schaal uw expertise

l 3. Communiceer pro-actief
Help, deel, feed

l 4. Cross media channels
Cold email, andere socials, WhatsApp....

l 5. Cold call
Maar laat waarde achter

Parallel Proces, meerkanaals gebaseerd op waarde

michael@chaomatic.com

l 6. Opniew
op waarde gebaseerd
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Verkoop en lead generatie gaan fundamenteel veranderen

Centraliseerde Data Gedecentraliseerde Data

n Google  amazon JiJ
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Bedrijf versus Persoonlijke aanpak

Keer op keer worden we geconfronteerd met het feit dat mensen meer vertrouwen hebben in
mensen dan in bedrijven.

slIo/ OF COMPANIES
OACQUIRED
A B2C CUSTOMER

THROUGH LINKEDIN
- Linkedin

LINKEDIN GERENATES

MORE LEADS
FOR B2B COMPANIES
THAN FACEBOOK
TWITTER, OR BLOGGING

INDIVIDUALLY

- Inside View

"50%
OF LINKEDIN MEMBERS REPORT THEY ARE
MORE LIKELY TO BUY FROM
A COMPANY THEY ENGAGE WITH

ON LINKED IN

- LinkedIn

© 2023 Michael Humblet | All rights reserved

80% IC.)IFNKEDIN

93%2". 528
o MARKETEERS
CONSIDER LINKEDIN TO BE THE
MOST EFFECTIVE SITE
¢{LEAD GENERATION

- LinkedIn

@LINKEDIN IS
RESPONSIBLE FOR

0/ OF ALL
64% visits
FROM SOCIAL MEDIA CHANNELS
TO CORPORATE WEBSITES

- Econsultancy

MEMBERS WANT TO

CONNECT WITH COMPANIES
TO ENHANCE THEIR

DECISION MAKING

- Linkedin

LinkedIn data toont aan dat conversie via
persoonlijke brands veel hoger is dan via

de bedrijfspagina’s

9 Michael Humblet
® 23n

Your Sales Presentation is key to your sales success.

But yet | see so many horribly bad sales decks

Classics are:

~ starting to talk about your company 150
- next up is the team slide

- your product, features, how fantastic you are

- a use case that is not relevant

~the list goes on 120

This will not work, forget it 90
Why would your team even matter to a prospect as
they don't know you....

It is time to fix this. Get it right and start winning. 60
After building more than +400 sales decks that

properly convert | want to share this knowledge in a

hands-on training with tons and tons of use cases 30
(before and after)

It will be painful, it will hurt, but this is the only path to 0
WIN.

— Current period __ Comparison period

,,,,,,,,,,,,,,,,, >

Join the training and start converting as you deserve
it, more information is hidden in the comments Sept 6

#training #business #salespresentation
Chaomatic The House of Spark

PersonalLinked m

michael@chaomatic.com
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Impact op Bedrijfs website

Chaomatic
Users: 178

+ 143

(+ 408,57 %)

© Google Analytics
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Voorbeeld hoe Deloitte deze techniek inzet.

& www2.deloitte.com/gl

arks £ Private £ Blogs [E3J Stats EJ Tools B3 Marketing B3 Branding examples 3 Sales Sprintexam.. @ Chaomatic mail

© 2023 Michael Humblet | All rights reserved

Deloitte. Services v  Industries v Insights v

Deloitte perspectives

Deloitte leaders from across the globe regularly post
perspectives on issues that affect the global business
community. Visit this site regularly to engage in their latest on-
line discussions.

Blog Blog
The Responsible Global Trends in
Business Blog Technology, Media &

Telecommunications
Insights on connecting trust,

resilience, and security to Global Trends in TMT
create enduring success and
responsible business.

Blog

Deloitte’s 2019 global
mobile consumer
survey

Article
How are consumers using all,

those smartphones? In its 0”|Y 3 R

annual global survey, Deloj Technologles )
asked 44,150 consumers Liked By At Least
across 28 countries to det 50% . Only 3?
their smartphone usage. |

this article, Craig Wigginto My fanta €

technologists need to
more engaging
ences. By Robert

Schmid, Chief Futuris:

explores the findings.

Bedrijfs welbsite

ey Only 3 Technologies Are Liked By At
— Least 50% ... Only 3?

| , Robert Schmid
8 pragmat A
Fortu

1 artikel

ne

My fantasy: We techhologists need to create more engaging
experiences

By Robert Schmid, Chief Futurist, Deloitte Consulting LLP

- Deloitte’s global survey™® of 9,500 individuals who are familiar with the technology listed
Delo‘tte. below, across 8 countries, shows that while positive feelings about 10T is leading the pack,

Perspectives there’s still a long way to go towards having people feel that technology is positively
Fighting On
Multiple Fronts

influencing their work and life.

How Governments Can
Drive The COVID-19
Recovery

What do you think is the most positively perceived technology in the world (of this list)?

And what’s the least positively perceived technology?

Positivity Across Technologies
(Average, 8 Countries)

Article

Five challenges for
government
adoption of Al 50%

er in government
than in the private sector?

vj_l‘ nteressant [=] Commentaar S Delen

Persoonlijk LinkedIn artikel
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KNOWS
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Sales methodologién

1.

Solution Selling

Klanten begrijpen hun
probleem al en willen dat de
verkoop specifieke
problemen aanpakt met
producten en diensten.
Klanten kopen in dagen tot

weken.

© 2023 Michael Humblet | All rights reserved

|3 TYPES |

2.

Consultative Selling

De klant begrijpt het probleem
niet volledig. De verkoper moet
een diagnose stellen van de
situatie van de klant om de juiste
oplossing te bepalen. Verkoop kan

6-18 maanden duren.

www.michaelhumblet.com

3.

Provocative Selling

Verkoopexperts kunnen
klanten identificeren die
voor een probleem komen
te staan voordat de klant
het zelf weet. Zij zetten een
uitvoerende klant aan tot
actie. Deze B2B
verkoopmethode wordt
vaak toegepast op
innovatieve oplossingen en

duurt 3 tot 9 maanden.

C
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Urgentie creéren — Hoe?

1.

en vereist een andere
aanpak. Ze hebben het

probleem onderschat.

,,,,,,,,,,,

2.

Onderschat probleem Onbekende drijfveer

Het probleem is veel groter Het probleem heeft een

andere oorzaak dan ze

beseffen. Zo wordt het
probleem beter
beheersbaar dan

eerder gedacht.

Onverwacht probleem

Een niet herkend probleem
nadert snel en het is erger
dan het lijkt en zal
waarschijnlijk niet

verdwijnen.

Stel een nieuwe stap voorwaards voor die alleen

JIJ kan aanbieden

www.michaelhumblet.com
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RELEVANTIE: gelaagde content en acquisitie aanpak

CONNECTED TO

> Executives

N
7

\ 4

Cxo, VP, exec,

Dominique founders,...

i\
Management ———
Management,
Directeur,...
N
LSS Operationeel >

Operationeel,

Q = Invioed

© 2023 Michael Humblet | All rights reserved michael@chaomatic.com

juniors en experten

STORYLINE

Executives ———

VISIE verhaal
Strategie

Ondernemers verhaal

Management ——>
Strategie

Expertise

Probleem oplossen
Operationeel ——

Expertise

Hands-on/deep-dive

RELEVANTE PROBLEMEN

1tot 2 jaar

3 tot 6 maanden

Vandaag



. . . . @ WeGroup
Zie het In actie: Wegroup acquisitie aanpak

(\ Bjorn Vuylsteker - 1st see A Arvid De Coster - 1st oo
. £J CEO & Co-Found WeG Bringing the fut fi
Thomas Piret - 1st Co-Founder and CPO at WeGroup | Leveraging technology to enh... R ... Edit?ed o‘g er{@ Watroup | Eringing:the futurs of.insurance
Senior Saa$S Enterprise Account Executive o 2w - @ .
“ wr-® erday, Bjorn Vuylsteker and myself had the extreme honour to

& Exciting news! We're absolutely thrilled that OpenAl's GPT-4 knows
about WeGroup and our innovative #insurtech solutions! # It's a
testament to our growing impact on the insurance industry. As an Al
enthusiast and Product Manager, I'm ecstatic about the immense

ent WeGroup's technology during the ANVA Klantendag on the

Incredibly proud to be part of Alan’s story, challenging the statu - ‘
tiful island of Curagao T ...see more

providing an incredible Healthcare Experience to employees anc
partner companies...all this with the best colleagues ! #

. Cedric De Vleeschauwer - 1st possibilities GPT-4 could bring to our sector.
Disrupting health insurance and healthcare | General Manager
yr-®
How did the bets we took in 2020 work out for us in 2021? Spe KeV nghllghts' \3 Bjorn Vuylsteker - 1st
» . Co-Founder and CPO at WeGroup | Leveraging technology to enh...
Arvid De Coster - st cee @o )

"*J CEO & Co-Founder @ WeGroup | Bringing the future of insurance ... ith GPT-4's ability to process larger

b 2mo - Edited - ® ionize the way insurance policies are analyz % The Age of Al has begun: Opportunities and Responsibilities ©

reee

¥ Numbers time! |l lished an article on the Age of Al, and itis a
ing hard on innovation, | see firsthand how

d improve people's lives.

Urja Tandon - st s

Customer Success Manager @ WeGroup
O 7mo - Edited - ®

At WeGroup, we are indescribably proud to service over 70!
insurance brokers in Belgium alone, accounting for more th:
brokerage co-workers, on a daily basis.

enhancement is huge. For tasks like sales,
g, Al can empower people to work more

Al "co-pilot" that helps you write emails,
act as a personal digital assistant. This
cus on the tasks we genuinely enjoy.

Groei je verzekeringsportefeuille met bedrijfsklanten!!! 3¢ ¢

Ondernemingsklanten maken een essentieel deel uit van de

results for our customers. In 2022, the combined effort of o groeistrategie van Belgische verzekeringsmakelaars. Duidelijk, maar hoe

broker clients resulted in a stunning 17 million euro in gros: 92 je daar nu mee aan de slag? In onze gratis Ebook geven we praktische
premium generated via the WeGroup platform, or almost 1  tips om je als verzekeringsmakelaar in te zetten op kleine en middelgrote
GWP per month. ondernemingen.

It is even more wonderful to see how that service is turning

as the potential to revolutionize processes
sessments. However, we must also
| knowing too much about us — can we trust

== pownload vandaag nog een exemplaar - https://Inkd.in/feCnn5pEB

C 2
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Zie het in actie: data van Supermetrics

[N
B UPERMETRIC S

© 2023 Michael Humblet | All rights reserve

d

™

Supermetrics’ Linkedin bootcamp
10 mensen, 2 LinkedIn posts per week voor 8 weken

Pinja Team
Impressies 32,000 960,000+
Engagement 800 24,000+
Meetings 2

)

HELL YEAAAAHHHH

michael@chaomatic.com
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Uw prospecten willen Anoniem zijn

yoorbeeld

Webinar Series &

l School of sales
Shaping the sales of tomorrow

michaelhumblet.com ‘ »
N

-

Sales Foundations Sales Pitch
Sales has changed, Learn how to builda
have you? converting sales pitch

Scale your Thought

Leadership
Building the lead machine

Running your
Sales Team

Linkedln Mastership
Leamn how to scale and
leverage Linkedin for your business

” Webinar reeks ingepland

© 2023 Michael Humblet | All rights reserved

Michael Humblet e
Founder Chaomatic, Maximizing your revenues and building winning sa..
(]

1mo « Edited + ®

While watching the news | thought | need to help. Knowledge & time is the
one thing | can offer so time to walk my talk and make sure you WIN with
your sales.

| set up a series of 5 webinars that are completely free (yes, no catch) with 1

simple goal: make you WIN. But winning is a combination of things so here

- Sales foundations: sales has changed, have you?
- Sales Pitch: time to convert

Trackable Link = 1.546 Clicks

Webinar Series

are the b topics: http pp.livestor

- Thought leadership: flip your funnel
- Running a sales team: move faster with others

- LinkedIn masterclass: the shizzle the experts don't tell you
- ...open for suggestions if you have a topic

On purpose, we do this on a Friday around lunch so all can join as this is not
a moment to call prospects or customers.

-\> 1,546 .

See you during the webinars!

You can register for the webinars here: https://bit.ly/2HJWREu

#sales #salesenablement #business

>1

Wehinar Series &+

l School of sales
Shaping the sales of tomorrow

10 events

931 unique registrants

1706 registrants on average

Scale your Thought
Leadership

Buikdng the lead machine

¢ with You and 2 others

O O & 77.16 Comments

Gedeeld op social media

michael@chaomatic.com
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Dark traffic: Linkedln Event use case

Michael Humblet - You
Author of Nobody Knows You and WHY NOW? Founder Chaomati...
@

1mo - Edited - ®

Het grootste LinkedIn voor Sales en Marketing event in Belgié is terug!! #

Michael Humblet - You e /\
Author of Nobody Knows You and WHY NOW? Founder Chaomati... ‘_l
(

De vorige editie hadden we +250 bezoekers die leerden hoe ji ...see more Tmo - Edited - @

Het grootste LinkedIn voor Sales en Marketing event in Belgié is terug!! %

Trackable Link = 810 Clicks

ERENDIZ IANKA MICHAEL
ATES FLEERACKERS HUMBLET

“(’ f .
V. .4y

g

De vorige editie hadden we +250 bezoekers die leerden hoe je LinkedIn
kan inzetten voor je bedrijf en jezelf. Deze editie gaan we dieper in op:
- Bedriffspagina’s bit.ly/linkedin-event-2023
- Employer branding content en aanpak

- Personal vs company content

- Sales conversaties en technieken

- nieuwe zaken zoals: wat is dark traffic? en hoe dit in je voordeel te
gebruiken om leads te generen

810 clicks

Ly https://schoolofsales.com/linkedin-event/

UMLLE (T,

LINKEDIN

VOOR SALES &
MARKETING

De content is gericht op sales, marketeers en ondernemers!
En dit met 3 top experts: ianka fleerackers en Erendiz Ates &/k

130 fickets sold

Early bird tickets zijn vanaf vandaag beschikbaar. Check het hele
programma hier: https://Inkd.infedVBd8GG

zien we jullie terug? Kurt Ghijsbrecht, Peter Snauwaert, Ludwig
8 J“NI 2023 Dumont, Maarten Bovée, Dylan Mendes, Andy Nijs #, ...
HET GROOTSTE LINKEDIN EVENT VAN BELGIE

SCHOOLOFSALES.COM/LINKEDIN-EVENT #linkedin #event #verkoop Chaomatic § MeetDistrict Usights- the

belgian sales community,

caomatic  Erenpizates [T\ L% @usights

RCADEMY

EC& You and 156 others 54 comments - 2 reposts

LinkedIn post

\\~;A vriendenvanmichael

o v ‘ Like @ Comment r(j Repost 1Send

||_. 14,151 impressions View analytics

®)

¢
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Tooling: de opkomst van geautomatiseerde softwaretooling

ChatGPT: Optimizing
Language Models
for Dialogue

We've trained a model called ChatGPT which interacts in a
conversational way. The dialogue format makes it possible for
ChatGPT to answer followup questions, admit its mistakes,
challenge incorrect premises, and reject inappropriate requests.
ChatGPT is a sibling model to InstructGPT, which is trained to
follow an instruction in a prompt and provide a detailed
response.

TRY CHATGPT 7

November 30, 2022
13 minute read




Verkoop is heel snel aan het veranderen

Traditionele Verkoop Verkoop NU (en in de toekomst)

1. Uw waarde is het product 1. Uw waarde is je expertise: educatie & inspiratie

2. Focus op 1 enkel kanaal (koude acquisitie) 2. Meerdere kanalen in parallel
3. Product/dienst/bedrijfsgericht 3. Mens op mens gerichte communicatie richting

> Resharing content van het bedrijf (1x per maand)
personadl brands

4.Tooling =1 x CRM > eigen contextuele content productie op schaal

. 4. Tooling = Meerdere tools, powered met Al
5. Sequentiel Proces met focus op de 2%

5. Parallel proces gebouwd op de volledige cyclus

Tijd om verder te gaan dan de 2%

C 20
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https://schoolofsales.com/linkedin-event/

Next Steps: Tijd om bij te leren!

~ —
d

% ;
voun FREELANCER
BUSINESS" J

NOBODY
e KNOWS
HOW DO YOU ;
REJECT THE
REJECTION?

KEYNOTE GOOGLE BRUSSELS

THE BIGGEST CHALLENGE
TO SCALE
YOUR BUSINESS?

\ “LEA| ¥
Y\ To s, RN How.
/ ¥ Lt T0 gxccu"v“

ERENDIZ IANKA

MICHAEL

ATES FLEERACKERS HUMBLET

VOOR SALES &
MARKETING

8 JUNI2023
HET GROOTSTE LINKEDIN EVENT VAN BELGIE
SCHOOLOFSALES.COM/LINKEDIN-EVENT

‘CHAOMATIC

THovgHT HUsi
ERENDIZ ATES LEADERS Busights

Youtube.com /michaelhumblet.com

DISCLAIMER

Deze films kunnen grof taalgebruik, matige pijn en scenes
bevatten die sommige bezoekers mogelijk beledigend vinden.
Houd mijn niet verantwoordelijk.

www.michaelhumblet.com

Schoolofsales.com/linkedin-event

3 YouTube Linked ]}

@)
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